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Abstract:   
 
The objective of this project is to devise 
and develop the optimal inventory and 
pricing policies in a vendor-buyer 
relationship via game-theoretic approaches.  
From the development of our models and the 
results of this project, several 
decision-making rules, managerial insights, 
and economic implications are obtained. 
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Pricing and Quality Levels for Intermediary 
Firms via Geometric Programming", PQ
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1. "Optimal Inventory, Pricing and Quality 
Levels for Intermediary Firms via 
Geometric Programming", is to be 
submitted to International Journal of 
Systems Science. 
2. "Optimal Inventory and Pricing Policies 
in a Vendor-Buyer Relationship via 
Game-Theoretic Approaches" is to be 
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